Service Overview

Go-to-Market & Sales - Compliance Enablement
Compliance-structured enablement for scalable sales and
professional client communication

Overview

Problem

Many FinTechs and smaller financial institutions have established compliance
structures but encounter uncertainty in presenting them consistently and in

a client-appropriate manner within the sales process. In sales, procurement,
or client due diligence processes, inconsistent statements, overly technical
explanations, or the absence of clear argumentation lines lead to follow-up
questions, delays, and potential erosion of client confidence.

Key Benefits

Consistent, sales-ready
presentation of existing compliance
structures

Clear response and positioning
logic for recurring client and
procurement inquiries

Increased confidence in addressing

compliance topics during the sales
process

Solution

Go-to-Market & Sales - Compliance Enablement supports the structured
preparation of existing compliance content for use in the sales process.

The module establishes a consistent communication and argumentation
framework for typical client, procurement, and security-related inquiries and
enables sales and management teams to present compliance topics clearly
and confidently. The focus is on structuring and leveraging existing content,
not on expanding regulatory scope or redesigning compliance frameworks.

Reduction of internal follow-
up questions and escalations
between sales, compliance, and
management

Reusable foundation for scalable
sales and client communications

Client Profile

Go-to-Market & Sales - Compliance Enablement is designed Typical Situations
for FinTechs and smaller financial institutions in a growth or The module is deployed when structured information
scaling phase that provide products or services to regulated

clients, enterprises, or platforms.

on compliance, governance, risk, or security is regularly
requested during the sales process. Common triggers
include enterprise sales processes, procurement reviews, or
It addresses organizations where compliance topics
regularly arise in the sales process and where existing
structures must be presented externally in a manner that is
transparent, consistent, and professionally structured.

standardized security and compliance questionnaires.

Frequently, the need arises during the transition from
individual deal closures to scalable sales, where consistent
messaging and reusable argumentation frameworks become
necessary.
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Outcome and Deliverables

Upon completion of Go-to-Market & Sales — Compliance
Enablement, you will have a clearly structured, sales-ready
representation of your existing compliance framework.

The outcome includes a consistent compliance narrative,
aligned core messages, and structured response and
argumentation frameworks for typical client, procurement,
and security-related inquiries. Sales, management, and
compliance teams operate from a shared understanding and a
unified external presentation.

The developed materials are structured to be reusable and to
support scalable, professional client communication.

Approach and Timing

Scope and Limitations

Go-to-Market & Sales — Compliance Enablement focuses
exclusively on the structured, sales-oriented preparation
and communication of existing compliance framewaorks. The
review covers those governance, risk, and control elements
that are typically addressed during the sales process.

The module does not include legal or regulatory review,
drafting or revision of policies, operational support in
individual sales processes, or tailored preparation for
specific clients or tenders. The module does not constitute
legal advice, or sales consulting services.

Go-to-Market & Sales — Compliance Enablement follows a clearly structured and compact methodology aimed at translating

existing compliance frameworks into a sales-ready communication and positioning structure. The objective is to establish, within

a defined timeframe, a consistent communication and argumentation foundation for the sales process.

. Phase 1

target state for external communication.

Phase 2

Kickoff and Scope Definition (approx. 60-90 minutes)

@

At the outset, we align on target clients, sales model, and typical client, procurement, or security requirements.
We clarify which compliance topics are reqularly addressed during the sales process and define the desired

detail or client-specific customization.

Phase 3

Structuring and Translation of Compliance Content

Based on existing compliance frameworks, we structure and translate relevant content into a sales-ready
argumentation and presentation framework. The focus is on clarity, consistency, and reusability, not on regulatory
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Consolidation and Handover
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Timeframe

O

The developed materials are consolidated, aligned, and prepared in a clear and structured format. In a closing
discussion, we explain the results, clarify open questions, and outline potential next steps.

The module is typically completed within 5-10 business days. The exact timeframe depends on product complexity, target

client segments, and the scope of existing compliance structures.
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Required Information

To conduct Go-to-Market & Sales — Compliance Enablement,
we require 3 structured overview of your business model,
target client segments, and typical sales and client
requirements. The required input is intentionally pragmatic
and builds on existing compliance structures.

Typically required

« A brief description of your business model, products, and
target client segments

« An overview of the sales model (e.g., direct sales,
platform-based distribution, partner-based model)

« Examples of recurring client, procurement, security, or
compliance-related inquiries in the sales process

« An overview of existing compliance structures and core
documentation to be reflected in sales communication

Comprehensive or newly created documentation is not
required. The module works with existing content and
translates it into a structured, sales-ready communication
and argumentation framework.

Next Steps

Fee Structure

Go-to-Market & Sales — Compliance Enablement is offered
as a fixed-fee module. The final fee depends on scope,
product complexity, and number of target client segments
considered.

Following a brief introductory discussion, you will receive a
binding fixed-fee proposal promptly. There are no ongoing
obligations.

Start date/availability
By agreement, typically available at short notice.

We would welcome the opportunity to discuss in @ 30-minute introductory

call whether Go-to-Market & Sales - Compliance Enablement is appropriate for
your use case and how it integrates into your existing sales and compliance
structures. You will subsequently receive a binding fixed-fee proposal.

Getin touch

Emanuel Gedeon
Executive Partner
msg for banking ag

Emanuel.Gedeon@msg.group
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